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This paper puts forward the case f o r much more research at tent ion in 
the area of small s ca le marketing systems. The main f indings of an invest igat ion 
into the structure and e f f i c i e n c y of the internal, market iiig system for^.f.ruit and 
vegetables which concentrated on the dominant urban markets and s ix case study 
areas ( s e l e c t e d from the Special Rural Development Programme areas) are discussed. 
-V. 
The paper concentrates on d i s t i l l i n g some of the main f indings under 
the fo l lowing headings. 
( i ) Structure and Organization o f the trade. 
( i i ) Transportat ion. 
( i i i ) Margin Analys is . 
( i v ) Processing. 
(v ) The Role of Government. 
( v i ) Co-operat ives . 
The urban market studies concentrate on Nairobi , Mombasa, Nakuru, 
Kisumu and Nyeri . The r o l e of Government is analysed at a number of d i f f e r e n t 
l e v e l s . The d i s t i n c t i o n is made between overa l l and par t ia l contro l measures 
on the trade and aspects of grading and standardization and market information 
are also c r i t i c a l l y reviewed. The summary of the main f indings with respect 
to the rural marketing systems are based on f i e l d work in; 
(a ) Vihiga Divis ion o f Kakamega D i s t r i c t . 
(b) I r i a n y i " »' K i s i i » 
( c ) Kiharu " " Muranga " 
(d) Yatta " " Machakos " 
( e ) Three l ocat ions in Kwale Distr ict , , and 
-
( f ) Wundanyi Divis ion o f Taita D i s t r i c t . 
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INTRODUCTION 
" . . . . . . . . . . a n Afr ican market i s one o f the most uncomfortable and 
inconvenient places in the world in which to conduct respectable 
f i e l d work - the d i f f i c u l t i e s are the extreme f l u i d i t y and 
complexity o f the undocumented s i tuat ion and the need to t roub le 
informants at t h e i r moment o f maximum anxiety , when they are 
concluding t ransact ions„ "1 
This statement i s an adequately succinct ind i cat i on o f one of the • 
main reasons why research into small s ca le marketing systems has been r e l a t i v e l y 
neglected. I t i s far from the most glamorous and a t t r a c t i v e research area and 
has l i t t l e appeal to the more t h e o r e t i c a l l y i n c l i n e d . I t i s nevertheless an 
area into which much more research i s required and about which much more data 
could u s e f u l l y be produced on a continuing bas i s . This paper attempts to 
demonstrate the s i g n i f i c a n c e o f t h i s area o f enquiry through drawing on some 
r e l a t i v e l y recent research into the marketing o f f r u i t and vegetables in Kenya. 
MARKETING - A NEGLECTED AREA OF RESEARCH AID ITS ROLE IN RURAL DEVELOPMENT 
I t i s not uncommon, p a r t i c u l a r l y in government repor t s , to f ind 
re ference to marketing 'problems' or ' d i f f i c u l t i e s ' , o f ten with the e x p l i c i t 
suggestion that these constraints have a l i m i t i n g e f f e c t on the commercialization 
and overa l l development o f a par t i cu lar part o f the agr i cu l tura l s e c t o r . Clearly 
in t h i s type o f s i tuat ion a 'marketing problem' may e x i s t , but i t s p o s s i b l e s o l u -
t i o n c a l l s f o r a much more rigorous analysis within the marketing sphere than 
has o f ten previously been carr ied out , in order t o i d e n t i f y jus t what i s the real 
nature o f the problem. Without th i s sort o f ana lys i s , i t i s , f o r example, a l l 
too easy to at tr ibute low producer margins to an imperfect d i s t r i b u t i v e system 
rather than to the slow growth o f the market due to strong competition from 
suppliers elsewhere. This may lead to government involvement or in ter ference in 
one aspect o f the marketing system when i t s attent ion could be more u s e f u l l y 
d irected t o another. A l ternat ive ly a too hasty dec i s ion that the cure f o r a 
part i cu lar marketing problem i s ( f o r example) t a r i f f p ro tec t i on against competing 
imports, may stem from a f a i l u r e t o adequately appraise the d i f f e r e n t l inks in 
the marketing chain. The main problem may be one re lated to transportat ion c o s t s , 
poor qual i ty produce or inadequately organized primary c o l l e c t i o n and buying 
procedures„ 
1, Po l ly H i l l "Markets in Afr i ca " review a r t i c l e in Journal o f Modern 
Afr ican Studies , No, 1 1963 p- bkb< 
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A Neglected Area of Research 
The question as t o whether marketing i s a neglected area o f research 
in developing countries depends very much on the type o f products concerned. 
In the past more attent ion has been paid to studies of the marketing of export 
crops than research into the marketing o f Internal ly consumed food Items, 
This i s not t o suggest that enough research has been carr ied out on the former; 
in East and Central A f r i c a f o r example there has been r e l a t i v e l y l i t t l e . As 
far as the marketing o f crops f o r internal consumption Is concerned, the 
comments o f Jones In j u s t i f y i n g the ser ies o f studies I n i t i a t e d by the Stanford 
Food Research I n s t i t u t e in the mid 1960's are i l l u s t r a t i v e : -
"Several o f us at the Food Research I n s t i t u t e who had f o r some years 
devoted our pr inc ipa l research e f f o r t s t o problems o f economic 
development in t r o p i - a l A f r i c a found our studies increasingly 
f rustrated by the very l i t t l e that had been written about the f ood -
marketing systems ».« I became convinced that the reason so 
l i t t l e had been written was simply that so l i t t l e was known, 
I t i s of in teres t to consider the Government's pos i t i on both as an 
i n i t i a t o r of research and as a user of the resu l ts o f independent s tudies . 
Governments 1 re luctance to pay more attention t o some aspects of marketing -
par t i cu lar ly marketing organization and Infrastructure - can be at l e a s t part ly 
at tr ibuted t o a dearth of the sort- o f bas ic research studies through which the 
3 
systems can be c r i t i c a l l y appraised, Abbott has stressed the neglect o f 
marketing which he has observed in connection with new p r o j e c t s : 
2- William 0, Jones,, in foreword to Marketing of Staple Food Crops In 
Tropical A f r i c a : Overall Analysis and Report, Food Research Ins t i tu te 3 
Stanford, May 19&9-
3, J.C. Abbott - Marketing Studies , Organization, Methods and Services 
f o r development and settlement areas. Monthly Bul let in of Agr icultural Economics 
and S t a t i s t i c s , FAO May, 196k 0 
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"There i s substantial evidence that unawareness of the importance 
o f marketing in the preparation and development of such pro j e c t s 
have gravely" prejudiced t h e i r chances of succes , " 
One o f the main j u s t i f i c a t i o n s f o r increasing the amount o f research 
into marketing structure and organization i s as a -.;saas o f o":jecrcively assessing 
government's r o l e in varying degrees o f involvement in the marketing process . 
In his c l a s s i c c r i t i q u e o f marketing p o l i c y Allen has commented that -
"Public intervention in agr i cu l tura l marketing has too frequently 
adopted completely unsuitable p o l i c i e s to deal with real problems: 
technica l e f f i c i e n c y has been confused with economic e f f i c i e n c y 
and superstructures have been imposed on marketing industr ies 
which have done l i t t l e to eliminate the wastes of ex i s t ing systems 
o f marketing," 
This appears par t i cu lar ly pertinent with respect to crop and l i v e s t o c k 
products produced mainly f o r internal consumption and t o which Government 
intervention measures have as yet been only p a r t i a l l y applied. The i n i t i a t o r s 
of the inventory studies in the Special Rural Development Programme areas in 
Kenya pointed c o r r e c t l y t o the paradox that in a country with a r e l a t i v e l y highly 
organized agr i cu l tura l marketing system marketing problems in many of the survey 
areas were nevertheless c r i t i c a l , ' ' 
Marketing and Rural Development 
As an agr i cu l tura l sec tor develops, i t makes more and more demands on 
the structures and organisations through which and by which produce i s c o l l e c t e d 
together , transported and processed, I n s u f f i c i e n t attention has been paid , however, 
to i d e n t i f y i n g and removing those constraints on development which ar ise not only 
from the indequacy o f the market, but also from the i n e f f i c i e n c y of the system 
o f marketing. 
k„ G.R, Allen - Agricultural Marketing P o l i c i e s , Basil Blackwell 1959-
P- 175, 
5- J , Heyer, D, I r e r i & J, Morris - Rural Development in Kenya, East 
African Publishing House 1971» P> 9» 
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T y p i c a l l y , the developing agr i cu l tura l sector is made up of large 
numbers of small s ca le producers. In the long term, the success or f a i l u r e of 
a l l development i n i t i a t i v e s which are geared to increasing marketed output from 
individual producers, depends on the p r o d u c e r s react ions to the p r i c e he 
rece ives f o r his output and the condit ions under which he markets i t . 
I t is not unreasonable to suggest - at l east on Kenya experience -
that i t is the very s i g n i f i c a n c e of the technical improvements c a l l e d f o r on 
the product ion s ide which has led to a neglect of the structure and organizat ion 
of the system through which such crops are to be marketed. Thus, although i t is 
not j u s t i f i e d to r e f e r to a 'product ion bias® - at the expense of marketing -
there does appear in some cases to be an obvious imbalance in the a l l o c a t i o n of 
research and advisory resources . The p r i c e rece ived by the individual producer, 
assuming no intervent ion, is of course determined by the interac t ion of supply 
and demand; that i s , by the rate of growth of thk market r e l a t i v e to the overa l l 
supply of the product and i t s c l o s e subst i tutes . Although c l e a r l y th is in terac t i on 
determines the long term prospects f o r the producer, other f orces more c l o s e l y 
re la ted to the e f f i c i e n c y with which his product is marketed come into p lay . 
These f o r c e s determine marketing margins and hence what is o f t en re f e r red to as 
the producers® share of the f i n a l s e l l i n g p r i c e . 
In seeking to c l a r i f y and i s o l a t e the main features of an apparently 
i n e f f i c i e n t marketing system some researchers have drawn at tent ion to the unequal 
bargaining power between d i f f e r e n t parts of the marketing chain. Drucker, on the 
other hand r epresents the point of view of those researchers whose studies indicate 
that i n e f f i c i e n c y is re lated to the undeveloped, nature of the d i s t r i b u t i v e system 
as a whole rather than by e x p l o i t a t i o n of one part by another.^ 
Buyer and/or s e l l e r concentration and the opportunity this gives f o r 
e x p l o i t a t i o n of the producer or the consumer is arguably a product of an under-
developed marketing system. The charac te r i s t i c s of such a system; inadequate 
market information, acute seasonal gluts and shortages, badly organized primary 
marketing and r e s t r i c t e d transport f a c i l i t i e s are the very same condit ions within 
which concentrat ion and ' exp lo i ta t i on can be expected to develop. An e f f i c i e n t 
marketing system which adequately r e f l e c t s consumer preferences and which transports 
converts and d is t r ibutes produce at the least cost consistent with meeting the 
6 Peter Drucker Marketing and Economic Development. Journal of 
Marketing, January 1958, pp. 252-259. 
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c l a s s i c a l u t i l i t i e s of t ime, form and p l a c e is a development c a t a l y s t which p u l l s 
resources not only into i t s own area of economic a c t i v i t y but a l so into the 
primary product ion sub - sec tor which i t serves . An i n e f f i c i e n t system has the 
o p p o s i t e e f f e c t ; i t masks the r e a l i t i e s and d i s t o r t s resource a l l o c a t i o n thus 
c rea t ing an environment within which e x p l o i t a t i o n and unfa i r compet i t ion can 
f l o u r i s h . 
BACKGROUND TO THE KENYA STUDY 
The country o f Kenya l i e s a s t r i d e the Equator. Lat i tude 0 ° runs across 
the very middle of the country and the most northern and southern po in t s are a t -
or very c l o s e to - 5° North and 5° South. Elevat ions range from s e a - l e v e l to 
the peak of Mount Kenya at 17,058 f e e t . P h y s i c a l l y , the country is predominantly 
a high p lateau s p l i t in the west by the great A f r i c a n R i f t V a l l e y , with a decrease 
to approximately 4,000 f e e t at the Lake V i c t o r i a bas in in the extreme south west. 
With the except ion o f a small c o a s t a l s t r i p , the c l imate is g r e a t l y 
in f luenced by the extent to which a l t i t u d e tempers the e f f e c t s o f the South-East 
Trades. I t has been ca l cu la ted^ that 72yo o f the t o t a l land area of approximately 
220,000 square miles can expect l e s s than 20 inches of r a i n f a l l in four out of 
every f i v e years and only on 3"/,of the land area can more than 50 inches of 
r a i n f a l l be expected in four years out of f i v e . This means that the a g r i c u l t u r a l 
( i . e . crop producing as opposed t o extens ive l i v e s t o c k product ion ) p o t e n t i a l can 
be developed only within l i m i t e d geographical areas . 
Within these areas , however, which apart from small pockets of higher 
land in Coast Province , c o n s i s t s mainly o f Central Province , much of Western and 
Nyanza Provinces and Nandi and Kericho d i s t r i c t s and the predominantly l a r g e farm 
(former White Highlands) area of the centra l R i f t V a l l e y , great progress has been 
made s i n c e the mid-1950 5s . The main f ea ture of a g r i c u l t u r a l development p o l i c y 
has been the commercia l izat ion o f the small s c a l e producer . Pr ior to independence, 
t h i s was achieved in the main through the in t roduc t i on o f a concentrated programme 
of land c o n s o l i d a t i o n and r e g i s t r a t i o n in the high p o t e n t i a l small farm areas 
which was at l eas t in part regarded as a necessay f i r s t step b e f o r e the la rge 
s c a l e development of cash cropping - p a r t i c u l a r l y the dominating export crops of 
c o f f e e , tea and c o t t o n . ^ 
7 Francis F. Ojany - The Geography o f East A f r i c a , Chapter 2 in Ogot 
and Kieran ( E d i t o r s ) - Zamani. East A f r i c a n Publishing House, 1968. 
8 E.S. Clayton - Agrarian Development in Peasant Economies. Pergamon 
Press , 1964, Chapters 1., 2 and 3 . 
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The land c o n s o l i d a t i o n and r e g i s t r a t i o n programme has been continued 
s ince independence. The per iod 1964-72, however, a l so saw the i n t e n s i f i c a t i o n 
o f a g r i c u l t u r a l research - with the most spectacular r e s u l t s coming from the 
hybrid maize programme - and the expansion o f the extension s e r v i c e . Importantly, 
t h i s r e l a t i v e l y short per iod o f time saw the t r a n s f e r o f over \\ m i l l i o n acres of 
high and medium p o t e n t i a l land from European to A f r i c a n occupat ion . Almost 1 
m i l l i o n acres have been transformed into ind iv idual small farms under the s e t t l e -
ment programme and over \ m i l l i o n acres have passed into new ownership but 
without s u b - d i v i s i o n . The whole r a t i o n a l e o f the Settlement Programme is based 
on commercial a g r i c u l t u r e . Although a small number of schemes include tea , c o t t on 
and sugar in t h e i r budgeted development programmes, the major short term impact 
on t o t a l marketed product ion has come from pyrethrum, milk and maize. Many 
o f the centra l Kenya schemes were a l so planned- to produce potatoes and a range o f 
f r e sh v e g e t a b l e s . 
A g r i c u l t u r e remains the dominating s e c t o r of the economy whether 
measured by c o n t r i b u t i o n to Gross Domestic Product., export earnings or employment. 
The s e c t o r contr ibuted approximately 35% of G.D.P. in 1969 and almost 60% o f the 
t o t a l value o f exports - inc luding processed items. Employment is more d i f f i c u l t 
to c a l c u l a t e , but approximately 357« o f a l l wage employment is earned by a g r i c u l -
tural. workers. In terms of o v e r a l l employment, in excess o f three quarters o f 
a l l family heads der ive t h e i r income from the land. 
Over the second Plan per iod (1970-1974) Gross Farm Revenue is p r o j e c t e d 
to increase at an average rate o f 6% per annum with the rate of growth f o r crops 
9 
a lone in the reg ion o f 6.8% . The Government a l so recogn ized , however, and has 
expressed through planning documents, that there is an increas ing need to explore 
p o s s i b i l i t i e s f o r d i v e r s i f i c a t i o n o f product ion away from the t r a d i t i o n a l export 
c rops . In p a r t i c u l a r , the world market f o r c o f f e e and tea i s expanding r e l a t i v e l y 
s lowly and pyrethrum, c o t t o n and - most e s p e c i a l l y - sisal, export prospects are 
cont inua l ly a f f e c t e d by bouts o f compet i t ion from synthet i c products . 
I t is i n t h i s l i g h t that increased a t t e n t i o n has been paid to the 
prospects o f expanding product ion o f f r u i t and vegetab les f o r both export and the 
home market. 
9 Development. Plan, 1.970-74, Government o f Kenya, 1969. 
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Apart from important d i v e r s i f i c a t i o n prospects , there is also a further 
re lated dimension which concerns the nutr i t i ona l s i g n i f i c a n c e of f resh f r u i t and 
vegetab les , in that they provide the bulk of vitamin A and vitamin C values in 
the average d i e t . In a country such as Kenya where a s i g n i f i c a n t proport ion of 
the population i s from time to time malnourished due to carbohydrate dominated 
d i e t s , the importance which can be attached to increasing the production of f r u i 
and vegetables f o r home consumption and sa le in l o c a l and urban market centres 
cannot be overstressed . 
Clearly with good reason, the production of a wide range of r e l a t i v e l y 
minor crops is to rece ive increased at tent ion in the future . In these .ircums-
tances i t is apparent that there is a need to appraise c r i t i c a l l y the marketing 
systems f o r these crops. We can now review some aspects of the main f indings of 
of the study on which th is paper is based. 
THE MAIN FINDINGS 
Note that as some of the research f indings r e l a t e to the Case Study 
areas i t is necessary to indicate what these areas were and where they were 
located . A preliminary search f o r su i tab le case study areas in which the f i rst . 
stages of f r u i t and vegetable marketing could be studied i n some de ta i l co inc ided 
1.0 with the inventory study stage of the Special Rural. Development Programme. 
Fourteen areas were se l e c ted in 1968 by an i n t e r - m i n i s t e r i a l committee 
as representat ive in a broad sense of the problems of the development of the 
rural areas. In an attempt to contr ibute further information to the inventory 
survey - on which the p o l i c y of future integrated development hinged - the 
dec i s i on was taken by the writer to include s ix out of the fourteen areas as case 
study areas within which the production and marketing of f r u i t and vegetables 
would be studied in some depth. Most of the data c o l l e c t e d in the s i x areas was 
analysed in 1969 and a report on each area submitted to the co -ordinat ing agency 
in the Kenya Ministry of Economic Planning and Development. Since that time i t 
has been p o s s i b l e to analyse the c o l l e c t e d information s t i l l further , and make 
somewhat less hasty judgements about where improvements could be made and new 
i n i t i a t i v e s developed. 
10 Heyer, I r e r i and Morris, op. c i t . 
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The case study areas are l i s t e d below; 
Province Dis t r i c t Divis ion 
Western Kakamega Vihiga 
Nyanza K i s i i I r i a n y i 
Central Muranga Kiharu 
Eastern Machakos Yatta 
Coast Kwa 1 e 3 locat ions 
Coast Taita. Wundany i 
We can consider the main f indings under the fo l l owing headings -
i Structure and organizat ion 
i i Transportation 
i i i Margin Analysis 
i v Processing 
v The Role of Government 
v i Co-op erat. ives . 
i Structure and Organization 
(a ) The Rural Markets; C l a s s i c a l l y , the overa l l structure of the marketing 
system for f resh f r u i t and vegetables is character ised by varying degrees of 
producer involvement depending upon a number of f a c to r s such as type of produce, 
distance from main market and the s i z e and nature of f i n a l demand. Typ ica l ly 
of A fr i can countries with the vast major i ty of population earning the i r l i v ing 
and/or achieving subsistence from the land, there are two para l l e l marketing 
systems in Kenya, one which caters f o r rural demand and the other which is 
geared to supplying the main urban markets. It is apparent that at the present 
time these two systems overlap to a rather l imited extent in that the l o c a l 
market centre is not widely used as a c o l l e c t i o n point f o r produce destined 
f o r the main urban centres of Nairobi , Mombasa, Nakuru, Kisumu, or the other 
townships of any s i z e . A more detai led invest igat ion into the f i n a l dest inat ion 
of produce reveals a number o f exceptions to this as may be expected, and some 
of these exceptions were indicated by the case stud i e s . That they are only 
p a r t i a l exceptions can be seen from a few examples. Banana marketing in Kakamega 
and K i s i i d i s t r i c t s is based on trader operation at l o ca l markets but these are 
s p e c i a l i s e d markets dealing in the main, only with bananas f o r "export® to the 
large areas of consumption - Nakuru, Nairobi and Mombasa. Another par t ia l 
exception are the traders who operate at market centres but do not d i r e c t l y 
compete with l o c a l consumers in the market p l a c e . An example of th i s are the 
traders at Tala in Machakos Dis tr i c t of Eastern Province, who operate the ir 
own individual buying centres in c l o s e proximity to the open a i r market. The 
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traders only buy the h ighest qual i ty produce a v a i l a b l e as i t is dest ined f o r 
Nairobi and much o f the produce purchased (French beans, c h i l l i e s , cucumber 
f o r example) is not to be seen in the r e t a i l market. 
The c l o s e r the rural market, centre is to the main area o f demand, 
then the more except ions there are to the r u l e that they do not ac t as c o l l e c t i o n 
c e n t r e s . Even so , t h i s has only been seen to be the case in Kenya at po ints 
wel l served by good roads to Na i rob i . Thus, Makuyu market near Fort H a l l , only 
a few yards from the main tarmac road and 50 mi les from Nairob i exh ib i t s th is 
c h a r a c t e r i s t i c as f a r as bananas are concerned. Traders go to Makuyu and buy 
those bananas surplus to l o c a l requirements. This i s r e f l e c t e d in a p. :••./. i c e 
which has developed over the years ; women who br ing t h e i r bananas to the r e t a i l 
market do not genera l ly break them up into 'hands ' or s i n g l e f r u i t u n t i l a deal 
has been made with a buyer. In the a f ternoons as the r e t a i l t rade slackens the 
whole bunches are c a r r i e d out o f the r e t a i l market and s o l d to traders who 
transport the produce to Nairob i by bus or l o r r y . Even at Makuyu however, the 
wholesale t rader does not buy d i r e c t l y in the re ta i l , market. S imi lar ly at 
Karatina - an important c o l l e c t i o n po int f o r vegetab les to Nairobi - there is 
a separate wholesale market s e r v i c e d not. only by local, producers ( p a r t i c u l a r l y 
in the peak seasons when supply exceeds l o c a l demand in the r e t a i l market) but. 
a l so by t raders who buy from producers fur ther north around the s lopes of Mount 
Kenya arid s e l l again to the Karatina traders who supply Na i rob i . 
Throughout. Western, Nyanza, Central and Eastern Provinces and the 
small farm d i s t r i c t s of R i f t Va l l ey Province , the l o c a l author i ty markets are 
important agencies in meeting local, demand. This app l i es to a l e s s e r extent in 
parts of Coast Province - p a r t i c u l a r l y Kwale d i s t r i c t - where County Council 
markets are geared more to c a t t l e auct ions than the trade in f r u i t and. 
vege tab les , In a l l these areas there are a l so u n o f f i c i a l markets which have 
evo lved in small township and v i l l a g e centres o f t e n with one main market day 
each week and a small number of s e l l e r s who t rade in a very l imi ted range o f 
produce every day. The l imi ted range o f f r e sh produce i s , in f a c t , one of the 
main features of the rural markets in Kenya. This , in turn, r e f l e c t s a l imi ted 
range o f demand f o r f resh items. 
I n the ma j o r i t y o f markets, the trade in f resh vegetables and f r i l c 
is overwhelmed by the trade in maize, dr ied peas , beans, grams, l e n t i l s and r i c e . 
These items together with non- food items such as p o t s , baskets , s i s a l ropes , 
p a r a f f i n , medic ines , tobacco and snuff are the mainstay of the weekly or twice 
weekly rural markets. Such occas ions are a l so important s o c i a l events , 
consequently attendance, as in markets throughout the world i s not n e c e s s a r i l y 
r e l a t e d to the a b i l i t y or i n c l i n a t i o n to buy or s e l l . Fresh produce is usual ly 
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s o l d in an area separate from the maize and p u l s e s . Bananas are s o l d per p i e c e 
or by the bunch and most o ther f r e s h items by the p i l e . Cabbages are s o l d per 
p i e c e or 'each®. No produce i s s o l d by weight . 
The f o l l o w i n g measures were amongst those suggested as a means o f 
removing some o f the c o n s t r a i n t s inherent in the rura l marketing system. 
( i ) Entrance f e e s to County Council Markets: that is x cents per vendor 
regard less o f how much or how l i t t l e he has to s e l l should be d i s cont inued . 
( i i ) Market f e e s should be on the b a s i s o f the quantity o f produce brought 
in to the market. 
( i i i ) With the aim o f s tandard is ing the rates charged a l l County Counci ls 
i n Kenya should be asked to submit a copy o f t h e i r rates schedule to the Min is t ry 
of Local. Government. 
( i v ) This Min is t ry in c o n j u n c t i o n with the Minis try of A g r i c u l t u r e , should 
draw up a schedule o f recommended rates which would, f o r example, d i s t i n g u i s h 
between a small b a s k e t , a debe, a box or case and a sack. 
( v ) Cons iderat ion should be g iven to enact ing local, government l e g i s l a t i o n 
which s t i p u l a t e s that a c e r t a i n p r o p o r t i o n o f market r e c e i p t s should be spent on 
market improvements rather than go into a common county c o u n c i l fund. For t h i s 
purpose i t would be necessary to d i s t i n g u i s h between market revenue der ived from 
cesses on produce t oge ther with rents from market s t a l l s s e l l i n g p e r i s h a b l e s and 
that p o r t i o n o f revenue which accrues to the county c o u n c i l from rents paid by 
shop and h o t e l keepers wi th in the market p r e c i n c t s „ It. i s here cons idered reason-
a b l e to a l l o w revenue from the l a t t e r to go into a common fund and not be s u b j e c t 
to the proposed a l l o c a t i o n to meet the needs o f market improvements. 
( v i ) I n connec t i on with ( v ) most o f the county c o u n c i l markets seen in 
c onnec t i on with the study showed cons i d e r a b l e scope f o r improvement. In order o f 
importance the main requirements were*. 
( a ) Improved s u r f a c i n g o f the market area in the case o f l a r g e r 
markets. 
( b ) The p r o v i s i o n o f s h e l t e r s from sun and ra in to supplement the 
natural shade from t r e e s . 
( c ) Improved water and t o i l e t f a c i l i t i e s . 
(d ) More i n t e n s i v e s u p e r v i s i o n ( a t l e a s t in the short run) to ensure 
that standards o f c l e a n l i n e s s are maintained. 
(b ) Urban Markets; The study concentrated on f i v e urban c e n t r e s ; N a i r o b i , 
Mombasa, Nakuru, Kisumu and Nyer i . Nairob i and Mombasa both operated wholesale 
markets separate from the re ta i l , t rad ing areas . In the p r o v i n c i a l c a p i t a l s o f 
Nakuru, Kisumu and Nyeri a wholesa le s e c t i o n operated from wi th in the main r e t a i l 
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markets. This made i t p a r t i c u l a r l y d i f f i c u l t f o r market a u t h o r i t i e s to 
d i s t ingu ish between the d i f f e r e n t components o f the trade and appeared to have 
encouraged an i n f l e x i b l e a t t i t u d e which discouraged d i r e c t s e l l i n g by producers 
or country traders into the r e t a i l trade rather than v ia a who lesa ler . Never-
t h e l e s s in a l l the main markets d i re c t s e l l i n g to r e t a i l e r s was carr ied out and 
only in Nairobi (where City Council regulat ions routed a l l produce consigned to 
the c i t y by l o r ry vannette or t r a i n through the Wholesale Market) was any 
e f f e c t i v e p o l i c i n g o f the s i t u a t i o n i n evidence . In a l l urban r e t a i l markets 
including the "high c l a s s " City Market in Nairobi there was a marked degree of 
'pitch® or "market site® d i v i s i o n . This appl ied even on those s t a l l s which were 
permanent s t ruc tures . This h i g h l i g h t s the s i g n i f i c a n c e o f marketeering in the 
s o - c a l l e d s e l f employed ' i n f o r m a l ' s e c t o r of many o f the l a r g e r towns and c i t i e s . 
One f ea ture of the wholesale markets in Nairobi and Mombasa was the small whole-
sa l e r who had a c l e a r cut r o l e to play in "breaking bulk1 and supplying small 
quant i t ies of produce to hawkers and occupiers of small s t a l l s in the lower 
income r e s i d e n t i a l area markets and squatter l o c a t i o n s . In the Nairobi wholesale 
market a small area was set as ide f o r th is mini-market where boxes , bags and 
bunches were broken down into s a l e a b l e por t i ons and d i s t r i b u t e d on the spot to 
r e t a i l e r s . 
An in te res t ing f ea ture of the Mombasa wholesale market is that i t had 
the only f r u i t and vegetab le auct ion system in operat i on in the country. The 
auc t i oneers , numbering between 14 - 18 in 1969, worked on the bas i s of a 57„ 
commission from the vendor and paid a small monthly f e e to the Municipal Council -
the r e c e i p t s from which were c l e a r l y i n s u f f i c i e n t to maintain and s t a f f the 
market area. 
In o v e r a l l terms, urban markets f o r f r u i t and vegetab les in Kenya 
appeared to demonstrate a high degree of compet i t ion with large numbers of 
r e l a t i v e l y small opera tors . Only in the "higher income5 s e c t i o n s o f Nairobi and 
the p r o v i n c i a l c a p i t a l s markets was produce so ld by weight . In town centre 
markets the c l i e n t e l e were o f very mixed income l e v e l s and s e l l e r s ranged from 
a small number o f f e r i n g a wide range of produce to those operat ing a small p i t c h 
and s e l l i n g only bananas, cabbage and various ' g reen l eaves ' or r e l i s h e s . In 
lower income r e s i d e n t i a l areas the t y p i c a l pattern is of a large number of s e l l e r s 
but a very l imi ted range of produce. Cabbage, bananas, sugar cane lengths and 
cassava were the most common items so ld in these areas . 
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Apart from the two central, markets in Na i rob i and Mombasa hygiene 
standards were o f t e n seen to be f a r from i d e a l . This o f t e n r e v o l v e d round a 
lack o f f a c i l i t i e s f o r waste d i sposa l and the cramped c o n f i n e s o f the market 
e n c l o s u r e s . Market areas in shanty suburbs o f N a i r o b i , although genera l l y un -
c o n t r o l l e d from e i t h e r a p u b l i c hea l th or general law and o rder v i e w p o i n t , at 
l e a s t had the advantage o f l e s s c o n s t r i c t e d operat ing c o n d i t i o n s . 
( i i ) T r a n s p o r t a t i o n 
On the b a s i s o f the case s tud ies i t was observed that road t r a n s p o r t -
a t i o n methods - r a i l i s r e l a t i v e l y i n s i g n i f i c a n t except, f o r bananas from Uganda -
vary widely between d i f f e r e n t p a r t s o f the country . 
S ince there appears to be a s trong p o s i t i v e c o r r e l a t i o n between the 
e f f i c i e n c y o f the t ransport system in any area and the general, l e v e l o f i t s 
economic per formance , i t may be i n s t r u c t i v e t o p o i n t out some of the more obvious 
c o n t r a s t s between the transport, f a c i l i t i e s in the more backward and the more 
p r o g r e s s i v e f r u i t and v e g e t a b l e producing areas , 
The 'backward0 areas (which inc lude Kakamega D i s t r i c t , Central and 
South Nyanza D i s t r i c t s , much o f Coast Prov ince , and to a l e s s e r degree , Muranga 
D i s t r i c t ) are c h a r a c t e r i s e d by p a r t i c u l a r l y poor secondary roads , o f t e n impassable 
in wet. weatherj a shortage, o f l o r r y t r a n s p o r t , and a consequent tendency to 
depend on buses or small vans , even f o r long d i s t a n c e s ; and, p a r t l y as a result , 
o f t h i s , a lack o f any spontaneous impetus among t r a d e r s t o form into groups, 
In some a r e a s , such as Kakamega d i s t r i c t , bus ra tes are so much lower than those 
charged by private , t r a n s p o r t e r s that i t i s much, cheaper f o r a l a r g e number o f 
t raders to t r a v e l with t h e i r ' individual l o t s on a bus than f o r one or two 'group 
r e p r e s e n t a t i v e s 0 to accompany an equivalent, combined load on a l o r r y . In 
somewhat more favoured a r e a s , however, l i k e Muranga, the c os t o f the i n d i v i d u a l / 
bus system is c o n s i d e r a b l y greater than the g r o u p / l o r r y system, prov ided the 
l o r r y is f a i r l y f u l l , but. t raders s t i l l o f t e n use the former, p a r t l y because 
they are not always c e r t a i n o f being a b l e to f i l l a l o r r y and p a r t l y through lack 
o f exper i ence and o r g a n i s a t i o n a l a b i l i t y . In t h e o r y , a group/bus system would 
probably be the cheapest o f a l l i n most parts o f Kenya, but in f a c t i t is 
extremely uncommon, because once t raders have acquired a s u f f i c i e n t l e v e l o f 
s o p h i s t i c a t i o n to form groups they are prepared to pay a l i t t l e more to forgo the 
inconveniences a t tached to t ranspor t ing produce by bus. These inc lude depart ing 
and a r r i v i n g at times which are o f t e n inconvenient , the need to p r o v i d e f u r t h e r 
t ransport t o convey produce from the bus s t a t i o n to the urban market, lower 
standards o f loading and unloading , and, worst, o f a l l , i f the rura l c o l l e c t i n g 
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c e n t r e does not happen to be a t the terminus o f the bus r o u t e , uncer ta inty about 
f i n d i n g room f o r a l l , or even p a r t , of the load on top o f the v e h i c l e . 
In the "progress ive* areas , however (which inc lude Kiambu, the 
Karat ina /Nyer i area , the area round Nakuru and most o f the f r u i t and v e g e t a b l e 
producing areas o f Machakos D i s t r i c t and K i s i i ) , secondary roads tend to be 
somewhat, b e t t e r , p r i v a t e t ransport i s f a r more e a s i l y o b t a i n a b l e at reasonable 
r a t e s , and t raders are much more e n t e r p r i s i n g and organized . Kiambu, the most 
h i g h l y - d e v e l o p e d and prosperous f r u i t and v e g e t a b l e producing a r e a , conta ins 
a number o f ind iv idua l producers and t raders who t ranspor t t h e i r own goods 
almost, e x c l u s i v e l y , in vans and small l o r r i e s , but in areas f u r t h e r frou N a i r o b i 
the most, f requent pa t te rn i s f o r groups of producers or t raders to h i r e la rger 
l o r r i e s . In c e r t a i n p a r t s , however, group c o - o p e r a t i o n has developed much 
f u r t h e r . In areas of Machakos D i s t r i c t , f o r example, producers and t raders have 
formed l a r g e groups with e l e c t e d o f f i c i a l s who o rgan ize the s a l e o f members" 
produce on t h e i r b e h a l f . 
Even these l a r g e r o r g a n i s a t i o n s use h i r e d t ransport rather than t h e i r 
own. An e x c e p t i o n to the general r u l e i s a group o f banana t raders in K i s i i who 
had formed themselves into a company and bought t h e i r own l o r r i e s . They made 
c o n s i d e r a b l e use o f h i r e d t ranspor t t o o , however. C o - o p e r a t i v e s o c i e t i e s were 
not much invo lved in t r a n s p o r t i n g f r u i t and v e g e t a b l e s ; most o f t h e i r involvement 
in t h i s f i e l d comes from h i r i n g t h e i r l o r r i e s t o members who carry t h e i r on 
produce . 
Cheaper p r i v a t e t ransport in u n l i k e l y to become a v a i l a b l e in the more 
backward areas u n t i l they become genera l l y more prosperous ( b e t t e r r oads , w i l l 
o f c ourse , f a c i l i t a t e t h i s ) , unless some form o f temporary subsidy is in troduced 
In the immediate f u t u r e the bes t o r g a n i z a t i o n a l p a t t e r n to be aimed at seems to 
be some var iant o f the one which has evo lved in many o f the more •progressive* 
areas - the p r o d u c e r s ' or traders® group which h i r e s i t s t ranspor t from a small 
opera tor who is something o f a s p e c i a l i s t in carry ing p e r i s h a b l e produce . The 
advantage o f traders h i r i n g , rather than owning t h e i r v e h i c l e s are l i k e l y to 
be f a i r l y c l e a r - c u t in most c a s e s , in v iew of the s t rong seasonal, f l u c t u a t i o n s 
which are a f e a t u r e of f r u i t and v e g e t a b l e marketing. (The f a c t that the banana 
traders in K i s i i own some l o r r i e s only serves t o r e i n f o r c e t h i s p o i n t , inasmuch 
as t h e r e i s r e l a t i v e l y l i t t l e s e a s o n a l i t y in the supply o f bananas. ) 
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( i i i ) Margin Analys is 
I t i s not the content ion o f the wr i ter that e f f i c i e n c y o f a marketing 
system can be assessed s o l e l y by an ana lys i s of p r i c e spreads and d i s t r i b u t i v e 
margins. The s i z e and ' s t i c k i n e s s 0 of margins is a continuous area of debate by 
no means con f ined to the academic researcher . It; Is an area in which i t i s 
d i f f i c u l t to avoid value judgements and one in which in b u i l t p r e j u d i c e plays 
no small p a r t . 
Bauer and Yamey have commented^ that? 
"The centur ies o ld b e l i e f in the unproductive nature of t rad ing 
a c t i v i t i e s and o f traders i s s t i l l widespread. Even those who 
do not subscr ibe to crude not ions about the a l l e g e d unproduct i -
v i t y o f trade are f requent ly not ab le to c l e a r l y analyse the 
nature of the s e r v i c e s performed by t r a d e r s . " 
Although there i s no room here to d e t a i l the r e s u l t s of p r i c e s and 
margins ana lys i s i t i s perhaps i n s t r u c t i v e to i n d i c a t e the range of questions 
which th is aspect of the research study was designed t o answer: 
( a ) I s the degree of p r i c e f l u c t u a t i o n over time s i g n i f i c a n t and i f so are the 
causes inherent in the system or mainly determined by supply f a c t o r s ? 
(b ) Do v a r i a t i o n s in p r i c e l e v e l s between one p l a c e and another appear 
a c c e p t a b l e in the l i g h t o f the type of mainly per i shab le produce marketed, 
the cost o f t ranspor ta t i on and the main producing areas? 
( c ) How do trading margins vary between one crop and another and how do they 
r e l a t e t o the s t a b i l i t y or otherwise o f p r i c e s at wholesale and r e t a i l 
l e v e l ? 
(d ) How f a r can the d i f f e r e n c e s in the s i z e o f the margins and the v a r i a t i o n s 
from week to week be explained by the nature of the system of marketing? 
In p a r t i c u l a r how are they in f luenced by the r o l e of intermediar ies? 
( e ) Does the time s e r i e s ana lys i s reveal, any c l e a r i n d i c a t i o n o f the way 
r e t a i l e r s f i x t h e i r operat ing margins? 
Analys is of seasonal trends and l o c a t i o n a l v a r i a t i o n s ind icated a high 
degree o f week by week and day by day r e t a i l p r i c e v a r i a t i o n , p a r t i c u l a r l y in 
those crops such as cooking bananas, paw paw, pineapples and tomatoes. The b a s i c 
temperate produce - p o t a t o e s , carro ts and cabbage, showed much l e s s p r i c e move-
ment, a f e a t u r e determined mainly by larger traders operat ing a t wholesale l e v e l , 
b e t t e r p r i c e information and a much l e s s fragmented d i s t r i b u t i v e system than was 
the case with many c r o p s . 
11 P.T. Bauer & B.S. Yamey - The Economics of Marketing Reform. 
Journal, o f P o l i t i c a l Economy, Vol. .62, 1954 pp 210 - 2.35. 
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Locat i ona l d i f f e r e n c e s were c l e a r l y a r e f l e c t i o n o f the p r o d u c t i o n 
pat tern in the country i n f l u e n c i n g the d i s tances between main supply sources 
and centres o f urban p o p u l a t i o n . 
The d e t a i l e d margin a n a l y s i s which was c o n f i n e d mainly t o N a i r o b i 
and Mombasa ind i ca ted a wide range o f d i f f e r e n c e s from one crop to another which 
was not by any means predominantly determined by the extent to which the market 
was a t the time of the a n a l y s i s , over or under s u p p l i e d . 
Thus, f o r example, cabbages and c a r r o t s are seen to be crops with 
r e l a t i v e l y l a rge p r i c e spreads between the po in t o f f i r s t s a l e in the wholesale 
market and the f i n a l s a l e t o the consumer. Potatoes and cooking bananas show 
much smaller margins with tomatoes and onions f i t t i n g in between, but with a 
greater degree of week by week f l u c t u a t i o n . 
In seeking to exp la in these d i f f e r e n c e s i t i s necessary to h i g h l i g h t 
c e r t a i n aspec t s o f the Na i rob i d i s t r i b u t i v e system. It. i s perhaps tempting to 
a s c r i b e the r e l a t i v e l y high margins on c a r r o t s and cabbage to the number of l inks 
i n the d i s t r i b u t i v e chain between po in t o f f i r s t s a l e in the wholesa le market 
and po int o f f i n a l s a l e in the r e t a i l market. 
A l l the ev idence c o l l e c t e d suggests that the high margins between 
p o i n t o f f i r s t sa l e in the wholesa le market and f i n a l s a l e in the r e t a i l market 
f o r cabbages and c a r r o t s are p r i m a r i l y determined by the re ta i l e r s® operat ing 
margins. This does not mean that intermediar ies do not e x i s t - even though no 
one trader interv iewed i n the survey o f middlemen l i s t e d cabbages or c a r r o t s as 
h i s main t rad ing item. As an important item In the lower income markets, 
cabbages are purchased by t r a d e r / r e t a i l e r s in sacks and then d i s t r i b u t e d in 
smal ler amounts to ind iv idua l s t a l l h o l d e r s . This t r a n s a c t i o n "swallows up ' some 
of the margin, although no ev idence is a v a i l a b l e on how b i g the p r o p o r t i o n might 
be . An important c o n s i d e r a t i o n i n comparing margins on cabbages with p o t a t o e s 
( f o r example) i s the r e l a t i v e l y high wastage r a t e a s s o c i a t e d with cabbages . This 
i s not only a s s o c i a t e d with the problems which i n e v i t a b l y b e s e t the r e t a i l e r o f 
f r e s h green produce in a hot c l imate where s torage arrangements are l i m i t e d or 
non -ex i s t en t at the re ta i l , l e v e l , but equal ly importantly is caused by the rough 
handl ing and unsu i tab le packaging o f cabbages during t h e i r t r a n s p o r t a t i o n t.o 
Nanirob i . 
Such an exp lanat ion cannot be a p p l i e d t o the same degree as f a r as the 
margins on c a r r o t s are concerned. Except in the main ra iny season , c a r r o t s are 
not so p e r i s h a b l e as cabbages. One c o n s i d e r a t i o n which does l e s s e n the s i g n i f i -
cance. o f the ana lys i s o f the car ro t data i s r e l a t e d to the a l t e r n a t i v e marketing 
channels . Carrots do not have the importance that cabbages have as a regu lar 
item o f lower income d i e t s . They are however traded not only through the Central. 
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Wholesale Market but also through small wholesale shop owners in the c i t y who 
also supply the Central Retai l Market and. higher income res ident ia l area shops. 
Carrots moving through the Wholesale Market tended t o be of a lower qual i ty on 
average. This h ighl ights one o f the d i f f i c u l t i e s connected with t h i s sort o f 
p r i c e spread analys is , Pr ices compared In the study were between a r e l a t i v e l y low 
qual i ty wholesale p r i c e and a r e l a t i v e l y high qual i ty r e t a i l p r i c e . In other 
words the product was not the same and there fore the value o f the analysis was 
s i g n i f i c a n t l y l e s s than I t f i r s t appeared. Clearly the more diverse the supply 
sources and the wider the qual i ty range then the more d i f f i c u l t y In such an 
analysIs . 
Of a l l the crops studied margins on cooking bananas were the only ones 
ca lculated which came at a l l c l o se t o a pattern o f r e l a t i v e l y small changes in 
r e t a i l p r i c e , together with f luc tuat ing margins. Indicat ing that r e t a i l e r s may, 
o f necess i ty or by de l iberate design, average out t h e i r dai ly or weekly returns 
and only change t h e i r s e l l i n g pr i ces in response t o a pers is tent trend In the i r 
buying p r i c e . In the markets o f Nairobi and also the prov inc ia l towns, the 
s e l l e r s of cooking bananas at r e t a i l l e v e l are only very rare ly found to be s e l l -
ing other items, This does not mean that the number o f s e l l e r s i s small and the 
trade concentrated; on the contrary i t i s characterised by small s ca le operators 
with l i t t l e c a p i t a l , meagre equipment and poor storage f a c i l i t i e s , The buying 
publ ic are on the whole from the lower income range and they are dealing with a 
commodity in p l e n t i f u l supply and with an Increasingly wel l -organized and powerful 
trader network, I t i s , t h e r e f o r e , not surpris ing that overa l l average margings 
are comparatively small and that rather than ra i se t h e i r p r i c e r e t a i l e r s w i l l 
even bear a l o s s and hope to recoup l a t e r , 
I t was outside the scope o f the analysis to make any judgements on 
equity grounds about the s i z e o f the d i s t r i b u t i v e margins i s o l a t e d . I t i s o f 
in teres t t o note , however, that there was a considerable degree o f consistency 
between the markets. For example, the margins on cabbage and carrots are compara-
t i v e l y high in a l l cases and the margins on potatoes and cooking bananas compara-
t i v e l y low. Only in the case o f tomatoes, which have the greatest week by week 
f l u c t u a t i o n , Is there any very apparent d i f f e r e n c e in the general d i rec t i on of 
p r i c e movements at the d i f f e r e n t r e t a i l l e v e l s , 
( i v ) Processing 
I t Is c l ear that bui lding up a f r u i t and vegetable processing out l e t 
in a developing country presents the i n i t i a t o r of the enterprise with a range o f 
d i f f i c u l t i e s , These were highl ighted In that part o f the Kenya study which was 
concerned with an appraisal o f the operational constraints of the three main 
processing companies. 
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Paramount among these i s the problem of maintaining c o n t i n u i t y o f 
supply o f raw product . This in turn is determined by the a b i l i t y and w i l l i n g n e s s 
o f farmers to produce the requ i red crops at y i e l d l e v e l s which w i l l produce an 
adequate return to the grower. Although t h e r e have been some d i f f i c u l t i e s 
with c a r r o t s being tempted away from c o n t r a c t e d dehydrat ion supply , the compet i -
t i o n from the f resh market has not been a d i r e c t f a c t o r in determining the below 
f u l l c a p a c i t y working o f a l l the p r o c e s s i n g p lants in recent years in Kenya. 
Nor has the reason been b u i l t in s e a s o n a l i t y problem - which has in a l l cases 
been compensated f o r by the d e l i b e r a t e d i v e r s i f i c a t i o n p o l i c y . Rather, q u a l i t y 
maintenance and s t a n d a r d i z a t i o n o f raw products have created most d i f f i c u l t i e s , 
This i s very much r e l a t e d to a b e l a t e d r e a l i z a t i o n that i n d u s t r i a l p r o c e s s i n g o f 
f r u i t and vege tab les in Kenya i s not a second or t h i r d best market o p t i o n or a 
l a s t chance dumping ground f o r surplus produce . The extremely rare purchasing 
f o rays into the Nairob i wholesa le market by the p r o c e s s o r s is a c l e a r i n d i c a t i o n 
o f t h i s . With the gradual r e a l i z a t i o n that there i s i n most cases no c l e a r 
produce pyramid in Kenya with Fresh Export on the t o p , Loca l Fresh in the middle 
and Process ing at the bottom, has come a c o n c e n t r a t i o n o f research into experimen-
t a l and commercial t e s t i n g o f the v a r i e t i e s o f produce requ ired by the p r o c e s s o r s . 
I t i s c l e a r that market o r g a n i s a t i o n i s a secondary problem. Never-
t h e l e s s the i n a b i l i t y or unwi l l ingness o f two o f the main p r o c e s s o r s t o arrange 
formal supply c o n t r a c t s f o r much o f t h e i r produce (even in some cases d e s p i t e 
p r o v i d i n g seeds) i s d i f f i c u l t to understand and can perhaps bes t be a s c r i b e d to 
an unwi l l ingness to commit themselves to produce o f unsu i tab le or very v a r i a b l e 
q u a l i t y . Where the Government has intervened to organize supply t o p r o c e s s o r s , 
as with p ineapples and pass i on f r u i t , the attendant problems have once again been 
predominantly o f a t e c h n i c a l nature . The Government's major i n t e r v e n t i o n in the 
p r o c e s s i n g industry has been in the safeguards and guarantees g iven t o C a l i f o r n i a 
Packers (Delmonte) through p r o v i d i n g land f o r e s t a t e p r o d u c t i o n . Had t h i s not 
been done, the r e f i n a n c i n g and management p r o v i s i o n f o r the Thika f a c t o r y would 
not have been forthcoming . I t is s i g n i f i c a n t that the problems surrounding the 
s u c c e s s f u l o p e r a t i o n o f l a r g e or medium s i z e d p r o c e s s i n g operat i ons f o r f r u i t 
and vege tab les are such that i n t e r v e n t i o n o f such a nature was necessary t o 
p r o t e c t the industry . 
( v ) The Role of Government 
•We can cons ider the involvement o f Government at d i f f e r e n t l e v e l s in 
the marketing o f f r u i t and v e g e t a b l e s in Kenya. 
- 1 8 -
(a ) Some aspects of o v e r a l l c o n t r o l ; Government l e g i s l a t i o n to c o n t r o l the 
marketing o f f r e sh f r u i t and vegetab les has been on a very l imi ted l e v e l compared 
with that operat ing f o r most other crop and l i v e s t o c k products in Kenya. This 
has been f o r two reasons; one is that even taken t o g e t h e r , a l l f r u i t and vegetables 
crops have been (and s t i l l are ) of r e l a t i v e l y minor importance compared with the 
major export items. The second reason, which, i t is argued, s t i l l a p p l i e s , is 
that f r u i t and vegetab les are in a comparative sense , extremely per i shab le items 
and do not , taken as a whole, lend themselves t o a r i g i d l y imposed marketing 
s t r u c t u r e . 
12 In 1967 the H o r t i c u l t u r a l Crops Development Author i ty was set up 
" t o br ing as quickly as p o s s i b l e an ac ceptab le degree of order into 
the product ion and marketing o f h o r t i c u l t u r a l produce" . 
Any author i ty deal ing with ( i n t h e o r y ) over 100 crops and with wide 
powers has a ser ious problem o f s e l e c t i n g spheres of operat ion where i t can best 
make a c o n t r i b u t i o n . This has c l e a r l y been the case with HCDA. There is no 
i n d i c a t i o n that the c r u c i a l d iagnos t i c e x e r c i s e was c a r r i e d out b e f o r e the Author-
i t y dived headlong into var ious mainly regulatory a c t i v i t i e s . 
The Author i ty appears to have approached i t s a c t i v i t i e s with an 
a t t i t u d e which assumed the need f o r c l o s e r c ont ro l of trading a c t i v i t i e s . In 
one area ( on ions ) in which they made an early c o n t r i b u t i o n through trade l i c e n s i n g 
and appointed designated agents o f the Author i ty i t could wel l be argued that 
l e s s rather than more r e g u l a t i o n was necessary . In the case o f onions a r t i f i c i a l l y 
high p r i c e s were f i x e d in an attempt to boost the incomes of farmers on a remote 
i r r i g a t i o n scheme - a c l ear case o f using market in tervent ion to t r y and s o l v e 
problems best tackled by other means. In others such as potato marketing the 
market s i t u a t i o n was overwhelmed by the great need f o r t e c h n i c a l improvement. 
Here again the degree of t rade regu la t i on and a r t i f i c i a l concentrat i on o f the 
wholesale trade into a few hands s t i f l e d the industry at a time when such measures 
were simply unnecessary. The "symptoms of the d isease" were being t r ea ted rather 
than the ' d i s e a s e ' i t s e l f . 
(b ) P a r t i a l Contro l ; One example of t h i s is the l e g i s l a t i o n passed by the Kenya 
Government in 1967 which r e s t r i c t e d trading in c e r t a i n items to c i t i z e n s of the 
13 
country. The ac t provided that n o n - c i t i z e n s may only trade in what was termed 
"general business® areas , but were p r o h i b i t e d from deal ing in c e r t a i n s p e c i f i e d 
goods. The ac t was app l ied in earnest in the second ha l f o f 1968 and the f i r s t 
12 The HCDA. Order 1967. Legal Not i ce No.229. Kenya Gazette Supplement 
Number 87. 
13 Trade Licens ing Act No. 33, 1967. 
- 19 -
part of 1969 and. as vegetables and many f r u i t s were included in the prohibi ted 
items the d i s t r i b u t i v e trade p a r t i c u l a r l y in Nairobi , but also in Mombasa, Nakuru 
and Kisumu was a f f e c t e d , 
The combination of the Trade Licensing Act and the l e g i s l a t i o n on 
onion trading described above had the e f f e c t of disturbing the establ ished 
pattern of trade in onions in Nairobi , Mombasa and Nakuru„ Some of the o r i g i n a l l y 
appointed agents of the HCDA were unable t o trade as they were prohib i ted by 
the execution of the powers- o f the Act given to the l i c e n s i n g a u t h o r i t i e s . As a 
resul t f o r a short period In December, 1968 and January and February of 1969, 
much of the trade passed Into the hands of -what can best be described as whole-
sale hawkers and the contro l s imposed by the HCDA f e l l temporarily Into abeyance. 
The s i tuat ion was p a r t i a l l y r e c t i f i e d by the issuing o f publ ic warnings by the 
authority which made It c lear that a l l onions Intended f o r r e t a i l i n g must be 
purchased exc lus ive ly from the agents or sub-agents of the HCDA and that r e t a i l e r s 
or wholesalers other than the appointed agents of the authority were prohib i ted 
from transporting onions into the scheduled urban centres of Nairobi , Mombasa and 
Nakuru, The net e f f e c t was t o create a near monopoly pos i t i on f o r the one company 
as agents in Nairobi and Mombasa, 
The trade in Asian vegetables and tomatoes was not a f f e c t e d by the 
l i c ens ing r e s t r i c t i o n s to any s i g n i f i c a n t degree at the wholesale l e v e l , At the 
r e t a i l l e v e l I t was apparent (although f igures were not avai lab le ) that one 
'duka' a f t e r another in the trading quarters of Nairobi had t o discontinue i t s 
trade in these Items, With a range o f Asian vegetables th i s had the e f f e c t o f 
increas ingly concentrating the trade In the hands o f the main exporters o f t h i s 
produce as, although tomatoes were also sold widely in the municipal markets, 
the Asian vegetable trade was not l i k e l y t o at tract new Afr ican traders to replace 
the non - c i t i zens . 
I t thus appeared that the e f f e c t s o f the l e g i s l a t i o n which aimed at 
opening up certa in elements of the d i s t r i b u t i v e trade to a l l , and p a r t i c u l a r l y to 
Kenya c i t i z e n s , resulted in the short run in increased concentration In an 
industry where concentration had not previously been a major source o f concern 
on grounds o f e i ther equity or e f f i c i e n c y , 
A second l e s s contentious area of par t ia l contro l concerns l o c a l 
authority p o l i c y on marketing in f ras t ruc ture . The ease studies and the main 
urban area studies showed a high degree of var ia t ion even within a l imi ted 
geographical area in the physical amenities provided, Although there does not 
appear to be any sens ib le a l ternat ive to the maintenance o f the r o l e o f l o c a l 
author i t ies (both urban and rural ) as providers of these amenities, the case 
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study f i n d i n g s c l e a r l y i n d i c a t e d the need f o r a changed approach to t h e i r p r o v i s i o n . 
A break even p o l i c y would, as a r a d i c a l f i r s t s t e p , remove the p r a c t i c e which was 
observed in many areas o f using market revenues as a cont inuing and r e l i a b l e source 
o f l o c a l government funds but ploughing nothing back in way o f improved f a c i l i t i e s . 
In both the urban and rura l market s i t u a t i o n s i t can be j u s t i f i a b l y argued that 
market amenit ies should be improved as a necessary f i r s t step b e f o r e o ther 
government supported and i n s t i t u t e d measures such as grading and s t a n d a r d i s a t i o n 
l e g i s l a t i o n can be e f f e c t i v e l y in troduced . 
( c ) Grading and Standard i sa t i on ; In the c on tex t wi th in which i t i s d iscussed 
h e r e , grading may be de f ined as a process of s creening the supply o f produce to 
r e f l e c t the p r e f e r e n c e s o f d i f f e r e n t consumer groups and to keep unsu i tab le 
o r d iseased produce o f f the market.. S tandard isat ion r e f e r s to the c onta iners 
and packaging used and has d i r e c t and important e f f e c t s on the q u a l i t y o f the 
produce . 
The grading o f produce i s p r imar i l y j u s t i f i e d as a means o f b e t t e r 
s a t i s f y i n g consumer requirements . Thus in des igning grading systems f o r 
a g r i c u l t u r a l and l i v e s t o c k produce in deve loping countr i es i t is c r i t i c a l l y 
important to observe consumer p r e f e r e n c e s . As p r e f e r e n c e s d i f f e r i n t e r n a t i o n a l l y 
not only between p e o p l e o f d i f f e r e n t r a c e and c u l t u r e but a l s o a c c o r d i n g to 
income l e v e l s and expenditure p a t t e r n s , i t i s dangerous to t ranspose standards 
from one country to another except where they r e l a t e to export produce . 
Only a very small p r o p o r t i o n o f the f r u i t and v e g e t a b l e s s o l d through 
who lesa le markets in Kenya go through any kind o f grading process o ther than the 
removal o f o b v i o u s l y d i seased produce . As the three main f resh produce exporters 
in 1969 were a l s o the main s u p p l i e r s o f the high income r e t a i l o u t l e t s in Nairob i 
i t was p o s s i b l e f o r them to grade f o r p a r t i c u l a r markets amongst a s e l e c t i o n o f 
produce , the o v e r a l l q u a l i t y o f which was n o t i c e a b l y h igher than much o f the 
"bes t " in the who lesa le markets. This means that some f i r s t s tage s e l e c t i o n and 
grading was c a r r i e d out a t the farm l e v e l by t h o s e growers supplying i n d i r e c t l y 
to the premium in te rna l and export markets. This appears to i n v o l v e c a r e f u l 
screening t o remove d iseased and deformed produce (which depending on the s t a t e 
o f the market i s o f t e n d isposed o f through channels which eventual ly lead to the 
who lesa le markets) and by s i z e to remove smal ler temperate produce - po ta toes f o r 
examp1e. 
I t i s necessary to ask the quest ion as to whether l e g i s l a t i o n is 
necessary to ensure that d e s i r a b l e standards o f qua l i ty a r e maintained and that 
the market gets what i s r e q u i r e d . The answer in terms of Kenya exper ience would 
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appear to be that l e g i s l a t i o n is r equ i red as a means o f in troduc ing e s s e n t i a l 
s t a n d a r d i s a t i o n o f packing , but that i t i s not necessary to apply t h i s to 
standards by which produce may be graded. The e s s e n t i a l argument to support 
t h i s i s that the main d i s t i n c t i o n made by the vas t m a j o r i t y o f consumers o f 
f r u i t and vege tab les in Kenya i s between d i s e a s e d , b r u i s e d and w i l t e d produce 
and a c c e p t a b l e produce . As b r u i s i n g and w i l t i n g and some of the d i sease 
i n f l i c t e d on produce i s a s s o c i a t e d with the methods o f s t o r i n g and t r a n s p o r t i n g 
i t , s t a n d a r d i s a t i o n o f packaging should , i t i s argued, go some s i g n i f i c a n t way 
towards meeting consumer requirements. 
C lear ly improvements can be made at the l e v e l o f the main wholesa le 
markets and w i l l invo lve concentra t ing i n s p e c t o r s on the prime f u n c t i o n o f produce 
i n s p e c t i o n t o remove d i seased , deformed and marked produce . This should be done 
b e f o r e po int o f f i r s t s a l e , but to c r e a t e the c o n d i t i o n s w i th in which i t can be 
e f f e c t i v e l y c a r r i e d out w i l l i n v o l v e fundamental changes in the o r g a n i s a t i o n o f 
the main wholesale markets. I t i s anurgent area o f c l e a r l y de f ined c o - o p e r a t i o n 
between the p u b l i c hea l th departments of the main urban areas and municipal 
market a u t h o r i t i e s and one in which some o v e r a l l d i r e c t i o n from the HCDA or an 
equivalent body appeared necessary . 
The b r i e f ana lys i s o u t l i n e d above should not be i n t e r p r e t e d as an 
a t t a c k on the underlying p r i n c i p l e s o f grading . Rather i t i s an i n t e r p r e t a t i o n 
o f the requirements at a p a r t i c u l a r s tage o f the development o f the industry . 
These requirements w i l l change as consumer p r e f e r e n c e s change and become more 
e x p l i c i t . By concentra t ing on b a s i c improvements on the l i n e s i n d i c a t e d the 
industry would be b e t t e r ab le to amend i t s grading p r a c t i c e s t o s u i t new s i t u a -
t i o n s as they develop without, the hindrance of an e x i s t i n g o v e r s o p h i s t i c a t e d and 
l i k e l y inoperable s t r u c t u r e . 
( d ) Market Informations An a d d i t i o n a l important aspec t o f the r o l e of government 
concerns the c o l l e c t i o n o f data on f lows o f marketed produce . This has s i g n i f i -
cant importance f o r supply planning and i t i s s u f f i c i e n t here to emphasise that 
the f i n d i n g s in the case study areas po in ted to a need to separate the f u n c t i o n s 
o f produce i n s p e c t i o n and cess c o l l e c t i o n as a means o f not only ach iev ing a more 
e f f e c t i v e performance o f these func t i ons but a l s o present ing b e t t e r opportuni ty 
o f dev i s ing a system of c o l l e c t i n g s e n s i b l e s t a t i s t i c s on marketed throughput. 
This would be a ided by the appointment of s p e c i a l i s e d f r u i t and vege -
t a b l e marketing o f f i c e r s wi th in the Department o f A g r i c u l t u r e - at l e a s t in the 
most important supplying d i s t r i c t s . 
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( v i ) The Role of Co-operat ives 
"The c o - o p e r a t i v e idea i s without doubt o f high ethica l and moral 
value and the c o - o p e r a t i v e movement i s of the greatest, s o c i a l and 
communal importance, but the underlying da i ly work is of a 
d e f i n i t e l y m a t e r i a l i s t i c , sober and purely economic charac ter , 
the non compliance with which can have grave consequences" . -^ 
A comprehensive s u r v e y ^ in 1.968 revealed only s ix a c t i v e s o c i e t i e s 
outs ide the settlement areas which s p e c i a l i s e d s o l e l y in marketing f ru i t and/or 
v e g e t a b l e s . S i g n i f i c a n t l y 4 o f these were in the case scudy area of Wundanyi 
D i v i s i o n o f Taita D i s t r i c t in Coast Province . The case study carr ied out in 
1969 revealed that only one o f the four was s t i l l operat ing c o n s i s t e n t l y . The 
two others were both pineapple c o - o p e r a t i v e s . One other at the Coast. - the 
r e l a t i v e l y successful . Malindi Farmers Co-operat ive - handling mangoes only-was 
not. reported by Gustbee8s Survey, nor was Tuthoo Soc iety in Central. Province 
which operated f o r a l imited per iod of the year f o r the purchase and transport 
o f plums. 
In a d d i t i o n a very small, number of s o c i e t i e s outs ide the main s e t t l e -
ment areas a lso marketed some f r u i t and vegetables on a l imited s c a l e and 
i rregular b a s i s , but t c quant i tat ive Information was a v a i l a b l e on these a c t i v i t i e s 
i n 1969. I t is alto. s i g n i f i c a n t that no such a c t i v i t i e s were found in the case 
study areas . Thus, tne p i c t u r e is one o f a very i n s i g n i f i c a n t involvement by 
c o - o p e r a t i v e s o c i e t i e s outs ide the sett lement areas ; ins ign i f i cant , both in terms 
of the t o ta l quant i t i es marketed and the o v e r a l l turnover of s o c i e t i e s . 
In reading through d i s t r i c t and even provincial , reports o f the 
Department, o f Agriculture ; , i t i s common to f ind re fe rences to the need f o r 
e s t a b l i s h i n g c o - o p e r a t i v e s to market, per i shab le crops and a lso recommendations 
that such s o c i e t i e s should be es tab l i shed . These sort of recommendations seem to 
take l i t t l e cognizance o f the recent, h i s t o r y of f a i l u r e s and enforced dormancy. 
In a l l the case study areas there was a recent h i s t o r y o f the f a i l u r e o f 
c o - o p e r a t i v e forms of marketing f o r per i shab le produce, but th is did not prevent 
the maintenance o f an a t t i t u d e within the Department of A g r i c u l t u r e in those 
areas which general ly encouraged the. formation o f new organisat ions or the rev iva l 
of dormant ones . 
w Wiih elm Haas on Co-operat ive Day, Strasbourg, 1905. Quoted in Franz 
C. Helm - The Economics o f Co-operat ive Enterpr ise . Univers i ty o f London Press , 
1968. 
15 N. Gustbee - A Survey o f A c t i v e Co -operat ives . Department o f 
Co -opera t ives , 1968. 
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In a number of areas in Kenya i t is apparent that there has been a 
c o n f l i c t in a t t i tude and approach between the Department of Co-operatives and 
individual growers who wish to establ ish a s p e c i a l i s t marketing so c i e ty or rev ive 
an o ld one. The p o l i c y o f the Co-operative Department as far as marketing the 
produce of small farms is concerned has been to increasingly favour mult i - crop 
s o c i e t i e s . This is understandable and there are no doubt good economic arguments 
to support i t . I t does not , however, harmonize with the a t t i tude of some 
producers who fear that the dominance of the one or two items of turnover w i l l 
be r e f l e c t e d in the membership of the management committee to the detriment of 
producers of less s i g n i f i c a n t items. I t is also true as the Machakos case study 
shows, that members of some r e l a t i v e l y successful, s o c i e t i e s are loth to become 
involved in what they fear will, be a less v i a b l e area of marketing. Thus, f o r 
example, the c o f f e e farmers may not be inc l ined favourably towards vegetable 
producers. 
As f a r as Settlement Scheme areas are concerned and on the basis of 
the l imited information ava i lab le there are c l ear signs that the major proport ion 
of output of potatoes and other vegetables has been marketed d i r e c t l y rather than 
through the co -operat ive s o c i e t y , taking a l l schemes and s o c i e t i e s together . 
Data on to ta l co -operat ive so c i e ty turnover of produce from schemes showed that 
less than 17» of t o ta l turnover was derived from sales of vegetables and potatoes . 
Independently c o l l e c t e d acreage and output data appeared to ind i ca te , however, 
that even allowing for a r e l a t i v e l y high proport ion consumed but not s o l d , the 
t o ta l value of produce marketed through a l l channels was considerably greater . 
Although no comprehensive survey of the channels through which potatoes and other 
vegetables from Settlement Schemes are marketed has been carr ied out , the overa l l 
proport ion so ld through the co -operat ive s o c i e t i e s is unl ikely to exceed 10 - 15% 
of total, sales over the period 1967 - 69. On a small number of schemes there are 
indicat ions that the proport ion may be higher than t h i s . 
An experienced and we l l -a c c red i t ed researcher has commented as fo l lows 
about co -operat ives in general ; 
" Introduct ion of co -operat ives to Tropical A f r i c a has been and f o r 
the foreseeable future can be expected to continue to be a hazardous 
undertaking A major research need is analys is that w i l l prune 
the rampant, optimism about the r o l e of co -operat ives in the develop-
ment of t r o p i c a l A f r i can Agr i cu l ture . 
16 Marvin Mirac le , "An evaluation of attempts to introduce co -operat ives 
and quasi - co -operat ives in Tropical A f r i c a " , in Anschel , Brannon and Smith 
(Editors ) - Agr icul tura l Co-operatives and markets in Developing Countries, 
Praeger, 1970. p 313. 
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In the l ight of such a statement, i t may seem hardly j u s t i f i e d 
t o ser ious ly consider the increased app l i ca t i on of co -operat ive forms of 
organization to marketing of f r u i t and vegetables , on the grounds that 
i f the increased involvement of co -operat ives in general i s to be questioned, 
the d i f f i c u l t area of marketing per ishables should be par t i cu lar ly avoided. 
This i s not , however, a s a t i s f a c t o r y approach as the very 
features which make the marketing of f r u i t and vegetables such a d i f f i c u l t 
operation in many cases , may not be handled any more e f f i c i e n t l y by non-
co -operat ive types of marketing channels,, Where, f o r example, problems of 
d istance from market are acute , the co -operat ive may be the only type of 
organization which can organize the supply from individual growers and 
c o l l e c t together produce in s i g n i f i c a n t quantit ies to make long distance 
transportat ion f e a s i b l e . I t i s indeed s i g n i f i c a n t that the apparently 
most success fu l f r u i t and vegetable co -operat ive marketing ventures in 
East A f r i c a in recent years have operated from places remote and far 
removed from the main internal market,, This appl ies to Kigezi in Uganda, 
to the Ngangawao Society in Taita D i s t r i c t of Coast "Province and t.o the 
Ealindi Mango Growers» 
The most common approach in Kenya as in the rest of East 
A f r i c a - has been f o r the Government, through the Department of Co-1 
operat ive , t o be the main i n i t i a t o r . Hyden has expressed i t suc c inc t l y : 
" , « » » t h e y ( the co -operat ives ) cer ta in ly do not cons t i tu te a 
"movement* in any ordinary sense; they are , rather a hand maiden 
17 of the s t a t e " . 
Any over-enthusiasm f o r co -operat ives i s dangerous p r a c t i c e , 
p a r t i c u l a r l y in view of the management problems which have been posed in 
the marketing of much less ' d i f f i c u l t * crops. There has been a tendency 
in Kenya to presc r ibe formal co -operat ives when the problems might have 
been solved by other means. 
L i t t l e a t tent ion has been paid to f o s te r ing spontaneous small groups 
of producers who wish to j o i n together t o s e l l or transport the i r produce but 
do not wish t o formally organize a s o c i e t y . Throughout Kenya there i s evidence 
of th i s kind of a c t i v i t y , and these small informal groups have an important 
r o l e t o p lay , but i t should be accepted that th is i s best carried out outside 
the less f l e x i b l e framework of the ' o f f i c i a l " coJoperative soc i e ty at least 
in the short run. Clearly such groups should not be harrassed in to r e g i s t r a t i o n . 
17. Goran Hyden, 'Government and Co-'operatives •, in Development 
Administration - the Kenyan Experience, edited by Goran Hyden, Robert Jackson 
and John Okumu, Oxford University Press , Nairobi , 1970. p . 315. 
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I f i t neglects "both a l ternat ive and complementary parts of the 
marketing system in favour o f concentrating on encouraging the creat ion o f 
co -operat ive s o c i e t i e s t o develop the marketing of f r u i t and vegetables , the 
Kenya Government i s in danger o f making two doubtful assumptions. The f i r s t 
i s that co -operat ive forms of marketing organization w i l l be in some way 
necessar i ly ' b e t t e r ' f o r producers through higher pr i ces and more assured 
o u t l e t s . This assumption, which also ignores the consumer viewpoint , may be 
a v a l i d one. By short cutt ing the 'dominating' trader or the ' e x p l o i t i n g ' 
transporter or middleman, the producer may be able to capture a b igger share of 
the f i n a l consumer p r i c e , The point that has t o be made i s that in the absence 
o f relevant s tudies , t h i s assumption may equally be inva l id . 
In t h i s aspect , as in many other aspects o f small s ca le marketing 
systems, there appears t o be an urgent need f o r more applied research. 
